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3

Cover Page 1
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Announce your big idea. The one thing you 
do better than anyone else.



Cover Page:

1. Big Idea (Hook)
2. Simple Declarative Statement 

(Use a well-known company 
as a comparison) 

3. Benefit for your 
user/customer

4. Logo/image

Example:
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Problems 2
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Describe the problem you solve. Identify your target 
customers (and users) and explain why they are 
frustrated with current solutions.



Problems:

1. Use simple terms
2. How painful is the problem? 

(must-solve v.s. nice-to-solve)
3. How do they solve this problem 

today? Issues with current 
solutions? 

4. Is the problem obvious? if not, 
how do you prove?

5. Each point should be matched 
by your solution. 

Example:
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Solution/Value Proposition 3
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Explain how you provide a better solution and list 
the unique benefits for customers and users.



Solution: 

1. What is your solution? 
High-level context. 

2. What does it do? 
(Features/benefits for 
customers)

3. Derive each benefit from a 
problems you mentioned 
before.

Example:
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Product/Service 4
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Show how your product works in three 
simple steps. Keep it visual.



Product: 

1. How does your product/service 
work in simple steps? 

2. Don’t need a demo here. 
Screenshot will also work. 

3. Make it visual

Example:
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Business Model 5
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Explain how you make money



Business Model: 

1. How do you make money? 
2. What are the potential revenue 

streams?
3. Who are your targeted 

audience? Their willingness to 
pay

Example:
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Market Opportunity 6
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Show much money you'll make when you dominate 
your target market. Bottom-up and top-down.



Bottom Up Analysis: 

1. Market opportunity = customer 
count * average sale value

2. customer count: the potential 
number of customers you can 
get? 

3. Average sale: how much would 
they pay

Example:



Top Down Analysis: 

You need to include three market sizes:
a. Total addressable Market (TAM) : all 

the people who could buy you 
product

b. Serviceable Addressable 
Market(SAM) : the subset of TAM 
who are likely to buy 

c. Serviceable Obtainable Market 
(SOM): the subset of SAM that you 
can reasonably obtain in the next 
3-5 years

Example:



16

Competition 7
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List your competitors. Explain why your product is 
better than theirs in the eyes of your customers 
and users.



Competition: 

1. Option 1: 2*2 competitive landscape 
chart: Identify the two most important 
points of differentiation between you 
and your competitors. 

2. Option 2: Competitive matrix: “we have 
it; they don’t” grid. List the most 
important solution features and benefits 
down the left side of your table. Then list 
you and your competitors across the 
top. 

Example:
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Growth Strategy 8
www.collegeleap.cc2020 © CollegeLeap

Explain how you will acquire and retain 
customers, profitably, at scale. And how you will 
keep your product competitive



Growth Strategy: 

1. Customer Acquisition: How will your 
Sales and Marketing plans create 
demand for your product? 
(Customer Acquisition Costs(CAC) = fully 
loaded cost to acquire one customer) 

2. Customer Retention: How will you keep 
your customers? 
(lifetime Value of Customer (LTV) = how 
much will a customer pay before you 
lose him/her)

3. Product Innovation: How will you keep 
enhancing your offering so it remains 
competitive? 

Example:
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Financials 9
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Provide a simple model, with explicit assumptions, 
of how much money you can make in the next 3-5 
years.



Financials: 

1. The numbers themselves are not that 
important. 

2. Expenses & Revenue & Profit for the 
next three years 

3. Make sure your projection is reasonable

Example:
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Team 10
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Introduce a team that clearly has the experience and 
expertise to transform your opportunity into a large, 
profitable business.



Team: 

1. Make sure your team can cover all 
business activities your venture needs

2. For the purpose of this competition, you 
may make up your team members’ 
previous experience. 

Example:
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Summary 11 
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Summarize the highlights of your business



Summary: 

What are the reasons for the judges to pick 
your team over the others?

Example:



Good Luck!
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If you have any questions, 
please email us at 
team@collegeleap.cc


